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Executive Sum man/ 

GtobalServe Computer Services, Ltd. Is an Internet based, Buslness-to-Buslness services and supply chain 
management company that solves a major problem for the Global Fortune 1000 Companies: 

Quickly and cfeanly, trough access to the web from anywhere in the world, a buyer of 
the leading manufacturers' computers can secure equipment and related services 
under prices pre-negotiated at the corporate global procurement level, and obtafn 
fulfillment tor computer services and support through remote access or iocal fulfillment 

Sy creating the technology and supporting services to allow this, GtobaGerve Computer Services, Ltd. 
(w^Mri-ifermisoirj) Is becoming the single portal for global procurement of Information technology 
support and maintenance for the largest corporations in the world. 

° ffers „ the ln tte Products, each of which bring benefit to the three main 

players (OEM r Reseller and Customer) in the supply chain: 

2K^ lf l? ,co ^ is a 1 °H"" ne procurement apP'fcaiton that allows a procurement specialist 
S nSS,SSrf ^ElT °T & ^ mputer based on SH»M@iB 

at pre-negobated global pncfng schemas in a matter of a few minutes, The Company charges a 

^ r f etT&i to 35 an * 0rder management Fee") for every order that is manned 
by QobaSerye, based on a pe reorder per-ceuntry matrix. Prioss range tram $20 to $550 per 
order that ts transacted through the system, and Is geared to equate to Va of 1% of doter 
volume procured through the system. 

2. f^ote^lceDesk.com is a service, support and help desk facility that leverages proprietary 
^ £P^? 'I^?^^ d J 3, ^ d, f ls in ordef to K^tey ^naae customer^ne^orte 
^^S^'JSSl deveto >^ technologies allow for remote problem diagnosis and rapidly 
^t^^ni^^J^^ 04,6 10 0>elr ,nte S ra ted and mission critical employment; 
Remot^ervfceOesk contracts have the potential to run for several years, and they are paid 
quarterly by the customer against contract terms. The fees charged are general^ fixed In 
t^^J^T by variables such as the number of personal computers orders 

supported and types of services required. 

3 ' ^SS 0 ^!^ 065 :J^! 5er,e mafnta,ns a s ™« but elite staff of In-house professional 
^TJ^I sup ^ rt NetpIW1stonin 9' com *M ifemoteServiceDesk.com. This staff can also 
SL^S ^* Proj^manag^ment, system integration and other related support services, fees 
are paid time and materials or by project. 



smlse of 
ategy. At 
^management without the huge 
ipanles such as IBM and others 



The value proposition goes further with RemoteServlceDesk.com and the Professional Servk™ 

SrS^S aitom its catm - t0 teke «* panted by 

step further, and apply the same process to secure and fulfill hardware and software maintenance and 
support, including trouble shooting and remote systems management maintenance and 

figjcottve Overview - Cur rent Operations 

In its first full year of operations, GlobalSetve accomplished some key objectives; 



Page3 



PACE 53/81 • RCVD AT 8/21/2007 9:33:08 PM [Eastern Daylight Time] • SVR:USPTO-EFXRF-5/17 " ONIS:2738300 " C6ID: • DURATION <mm-ss):138-42 



From: Michael P Fortkort PC 703-435-8857 Date: 8/21/2007 Time: 06:29 pm Page: 57 of 174 



• Revenues of over $4 million, and net income of $313,000; 

• A profitable monthly run rate (although Cash Flow still trails profitability); 

• Accreditation Agreements as an International Business Partner in place with leading OEMs IBM 
Compaq, Toshiba and Hewlett Packard; 

• Fulfillment Services Agreements (FSAs) with 15 service agents, and service relationships In place to 
provide fulfillment service in over 90 countries world-wide. The goal Is to have FSAs completed with 
70 service agents by year-end 2000. 

• Contracted with fee paying members of the Global Serve reseller network ("Network Members") in 
each of the top 20 international markets for IT products and services. 

• A customer base that Includes such blue chip companies as World span and FedEx. 
- Over 25 employees in the U.S. and the U.K. 

Executive Overview - Management 

Led by Jonathan Edwards, a top-flight executive with a successful entrepreneurial history that includes 
over 20 years experience in the business, the Company was founded as an alliance of four major players 
in the computer services industry: t>*>jm 

*• COTOu^m Systems, Inc . (Nasdaq: CMPQ: Since 1987 CompuCom has provided procurement 
^nnotogyservtaes for the Fortune 1000. Revenue in 1999 was expected to top $3 billion. 
! ^P e ' : rradecJ 00 tne LSE since 1994 and experiencing an annual revenue growth rate of over 
40% Compel is one of the UK's leading IT service organizations, and currently employs over 
i,jUQ people* 

3. Cpmeygea: Cited as one of Canada's "50 Best Managed Private Companies" a prestigious award 
mat Is sponsored by Arthur Andersen, The Financial Post, QBC and Canadian Airlines 

^*^!jf^ n r£. n "^ Sed 00mpany J wlth a long histof Y of providing products and services' 
withm a technology Jifecycte management framework. 

MQGStol; Servicing many of the largest companies doing business in France today Including The 
French Defense Ministry, France Telecom and Sodete Generate, Infbpolnt is among the leading 
serjUx <*3an«ations In that country and ranks as the 3^ largest reseller In-country. 

Executive Overview - The Mari^f 

r p e ^!£s^^l n L ty for Q !5 alServe ' s ra "9 e <* s^"* 5 tt* 1 ^ is immense, and continues to grow as 
^ reV0,uU( ? n spreads 0n an International basis. International Date Corp. (IDQ has predicted 
that the global personal computer market would continue to grow at a rate of 13 percent and teach unit 
vokmie of 90.6 million units sold, translated to over a $200 bNllon market If a $1,Sp^ mft average L 

IT^r^n °f S£ tom ?? **** P"«h»*9 technology and services on a global baste, counted roughly 
fod^ ^ m ^°f^ COmpan,e5 ' 15 m a t™*™ « the total potential market for GtobalSerl 
r^L^ll^^^?* in exCesS <* * 18 Mlion on an annualized basis (conservativ^ 
Snnn^L^" i 50 9k 5f' P"*^™* <™™* with leading infract PC vendors) ^ 

In addition to product procurement, the support services market for the over 20 million PCs and network 
servers (based on the minimum $18 billion m the multinational In^recTcnan^^es) is ImmSi 
Companies generally spend between $200 and $1500 per device for annual mainterarSansS to a 
support and services market that exceeds $150 billion annually maintenance translating to a 

Two significant trends in the market stand out 
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V; 
«... 

1. Companies are putting increased focus on International co-ordination of technology procurement 
and management. Established global corporations are looking to: 

fira-ease the ease of^^O^l^ess In this complicated matrix of countries with differing 




• galncBHS^p^pSiPp^^^^P^^ns throughout their companies; 

• improve service and reduce time spent on the procurement process; 

• reduce the cost of coordination and management; 
» reduce the cost of procurement; and 

• exploit supply chain efficiencies, thereby reducing their total cost of ownership. 

2. There is a tremendous growth in the emergence of a new generation of multinational companies, 
who for the first time need to coordinate their international activities. The accelerated growth of 
e-commerce and the Internet has created both an opportunity and a market that is fraught with 
difficulties, especially when considering how quickly emerging companies must act in executing 
their strategies. Emerging growth companies are looking to: 

• quickly establish operations in a multitude of countries; 

• seek assistance m getting operational quickly while troubleshooting the.local hurdles; 

• develop in-country alliances that will assist them In gaining a foothold in that country. 

Traditional distribution and management channefs fVARs), while very effective in navigating the 
particulars of any specific market, do not solve the problem of fragmentation in the market, and 
subsequently defays In the purchasing process through the fulfillment process are imminent. 

&y sitting *above-o3uritry' and managing the relationship with a multitude of VARs in any given country 
GlobalServe alleviates the burden of soureing, selection and management of products and services from 
the customer, and does so with an easy to use Web application at relatively little cost to the customer. 

The right solution for meeting the needs of this market is the GlobalServe web-based system. And in the 
process of solving a problem for the customer, GtobaiServe also positions Itseff as the leading gateway 
solutions provider to in-country knowledge. y 

Executive Ovarvlew - Marketing 

GtobaiServe is focused on gaining customers quickly and Integrating info those customers' processes and 
systems Into the GlobalServe network just as quickfy. 

The main strategies and tactics for acquiring customers are: 

Employ a combination of direct marketing tactics such as Tools Marketing, Direct E-Mail 
ListServe Community Marketing and Direct Sales to raise Industry specific awareness and 
generate sales. 

exploit existing relationships with the OEMs such as IBM, Compaq, Hewlett Packard and Toshiba 
and develop new relationships with other OEMs. 

Foois on the web-centric approach of toe Company as its differentiating factor in the market 
place. Foiiow up with its ability to deliver fulfillment of both products and services through a 
selection of aggregated providers, under one umbrella, uniquely distinguished from any 
competition. 

Develop the GlobalServe brand, and increase the overall market awareness of the valuable 
services the Company has to offer. 
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5. Integrate the GtobalServe technology platform and work flow processes with the customers, 
OEMs and Network Members systems and processes. 

6. Continually dedicate resources to the development of GrobalServe's products and services 
(existing and new) to bridge the gap between the market requirements and our sales and 
technology teams, ensuring that our competitive advantage Is maintained and that we capitalize 
on any new opportunities. r 

7. Allow open access through technology and other methods for on-going communications to the 
GtobalSen/e Partner Network, ensuring they are kept informed of developments and have 
effective access to GlobalServe's solutions of web based systems. 

Executive Overview - Jesfanetegx 

GlobaServe uses current and maximized Compaq Server platforms in a fault-tolerant configuration, 
connected by Cisco Internetworking hardware (also configured in a redundant design). QobalSe/ve 
g^!^,,™ are serviced by two independent carriers. (SprintCore and Cable and Wireless) to 
promote alternate paths for all customers. This configuration reduces risk, network traffic congestion, 
and^keeps bandwidth charges on each line to a minimum (which can actually be cheaper over thelori^ 

aai £ S& ^ "SO*?. Mfcrosoft NT 4 0 ^ and SQL Server software as the primary OS and database 
a " Se ?" Ce $f erln9S ' Micr0soft Exchange provides Internal maU service and also provides 
al^^^Sf """SK and escalab0ns ' as well as for Network Management 

??^" based Web Sefver5 ^^et access to all GobalServe services. An expertly 

SK"! SS^Z ™GErterprise Netwo * ^ Systems Management FrarrWk contlnuK 
ISIhST^ Wlt ^ a " detected aterts automatically driven Into a similarly configured 

tS^SS^ZtSSFS ^XOS** 6lement such * ascowOrks, IBM Netfntty 

M ^nager, Compaq Insight Manager all contribute expert agent and configuration capability to the open 
standards-based Computer Associates framework. y open 

^Serve uttees Compaq servers with RAID configurations. Computer Associates products provide the 
S^Si^n?™ 8 ^ frameW0rtc ^ which many other products are integn^o" Staa^ 
^J USb ^S d , , 2 9 ARCserve svste" 1 (abo from Computer Associates) Is used tobeckup all oS 
SSSTL ^ O^te Agent technology to enable system! to be Kdm 

wfthout having to lim/t access to users and customers. ^ Bup 

avSaeTif^^H^^^ 95 ^ CUStcmefS ' The Compares technology staff has an 

232^^1^ £5? L servloe opera0on5 experience, and have designed and Installed over 20 
SSSS^SSSSSf^ fl ° r J SOme J 0f * e tergest servl0B organizations In the worid. The dlvlstoThas 
S^fl^S^ asjnnovatlve and capable developers for some of the largest technology companies 

Executive Overview - EamaBtjgn 

STf s ltate^^SL*^ apP ^ in ? the ™ rtcet "*» comprehensive web-based approach 
'uf^' tt ^ e 1 ar ^i number of companies, some extremely farge and in somTcases 
extremely powerful, which can be classified into three groups: 

1 The international VglMe Added Rey l lpr . There are a few companies that label themselves as 

iOXZf* H ARS 'J^^ h *f 15 comparison to Gk^Se^e's 

current and future network. The experience of these companies is patchy. None oftoem^havl 
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adopted any form of Strategic direction to nesrdve their Issues, and expansion Is very tricky and 
capital Intense. Little consistency and a lack of structured service delivery Is prevalent, and the 
reluctance to turn to business partners for certain geographic fulfillment is an example of the old 
world "walled garden" approach that worked so well even 10 years ago but Is becominq obsolete 
with web-centric technologies. 

2 - Lamg <JS Manufacturers - There is a trend to attempt to serve international clients direct by 
certain large domestic manufacturers that do not have the legacy distribution networks and VAR 
relationships. There are several problems with this direct model when viewed from an 
International perspective: 

a. There are different "in-country" laws, tariffs, taxes and fulfillment Issues and logistics 
that prohibit a "one size fits all" approach - exactly why the OEMs have utilized VAR 
relationships for so many years. 

b. Trying to work around the VARS to maintain relationships with the end customer, OEMs 
tose the specific in-country knowledge that is so vital to success. 

c Rarely can an OEM organization deliver or rarely do they want to deliver both tailored 
product and services at aQ times, as their focus tends to be strictly based on margin and 
market trend. 

- ?!^ m ^° na | outsource companies. These companies can expedite outsourcing needs for an 
entire organization, but tend to have an inward look at execution of the business, with a strategy 
that focuses on keeping knowledge within its walls and out of the hands of the customer. 

S^^lHSSt m l n "°°^. t ^ s J of competitors are directly comparable to GlobalServe. To date no 
dfrect competitor has been identified in the space we will lead and in many respects are leading. The 

rK? ^r^r^^^. 0 ^?^?^^ w wl " wln customers, from GlobalServe historical 
r£S rS ., ( 5 G/ ar *L ACSL to * e wort* rr powerhouses (EDS, Dell, IBM and 

^J^SJS^ £ °£ competitors also represent partnering opportunities which is the reality in the 
S^S^fS i£?L naniI l Our Internet based approach makes us very attractive to all 

concerned, as that company can Inter-connect and enhance their own service execution capabilities. 

Executive Overview - Barriers rn Fntrv 

GlobalServe Intends to continue its market leading position in the delivery of aggregated web-based 

^HL^S^Z ■ C0 H. puter i^ ices procurement StJ PP<Y chain management by employing and 
exploiting these banners to competitive entry: « 

L P*™? 5 ^ investors have created exclusive relationships with those 

providers and exclude competitive service relationships with those firms by any newcomer to the 

2 " 22^,^,1 2 nd P^etary technology that Is open ended with easy 

to f*^" 9 sys * ems Customers, Network Members, and OEMs, its highly 
^S„^S^ , ^T^ S 0r9anizatton abo own internal needs In fulfilling system 

ES^l J?? 66 ? **« its customers. The principal goal of the coming Jear is to 

totegrate seamlessly into the proprietary systems of these partners and customers, toereby 
integrating in every component of procurement through payment - and In doing so becoming a 
natural extension of that organization and IndisplaceaWe by any competitor. ^ 
,T if! ° Ver 15 F £ fil,me " t S&wiccs Agreements with Network Members in place today. 

i^ST ££££ ™Z end of *** r > 2°00- Many of these relationships came 

through Introductions by lb strategic partners and investors, jumpstarting the process and 

GlobalServe can leverage those existing contracts to cover more ground faster. 
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These barriers to entry translate into greater presence, farther reach, and 
better - with the end result true market domination. 

Executive Oirtmrfgw - <?V™»Tt ^frf 



deeper penetration - faster, 



The Company has succeeded In proving Its concept, and now intends to move aggressively to fulfil! Its 
potential as the dominant internet-based supply chain management and services company for the 
m IlttJ**!™ Jndustr y« GlobalServe Is seeking $10 mlllton In equity capital to do so, and believes 
wfth additional financing In 2001 It can grow tts existing business to a $200 million business (or more} in 
the next five years. 

The investment is needed for the fofiowing: 

• To build out the electronic infrastructure being put In place today with integrated links into the 
largest OEMs in the world as well as Into the customers and fulfillment houses that service them 
across the globe. In doing so, the Company will erect significant barriers to competitive entry: 

• Hire additional Information Technology resources to support that effort; 

• Hire additional management, sales and marketing staff; 

« Implement pinpointed tactical marketing plans to secure a broader customer base. 
Five Year Executive Summary Financial Forecast 
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TOTAL UA9IUT153 

EQUITY 
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s(m»t.tk 


142.122 531 


26,661 ,652 


53,138,490 


114.958,183 
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lnwm©(low)^ C4J65.391) (1,616,801) 5,794,02* 14,052,593 38.369,766 

... (11,503,314) 



Net Cash Provided by Operating ActrvftJoa (2,824,360) (1,103,691) (2,024,865) (2,502,747) 
C^h Flow from Inverting Activities (2.350.703) (1,583.683) (1.931 [359) ttWrU) 813 744* 

A fi 

24.052,708 



Cash Ftew from RnancEng Activities 10.000.000 10.000.000 Q 

Net Increase FnCaeh: 43955 5,383,82$ 1.837.808 0.258,132 



^ h ^!? i r nflryTPflf1 ^ ** 1>DW aaaai b.i9i.s9o 17.449.722 
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Global Serve Business Plan - Introduction 

GtabalServe Computer Services is an Internet based, Busfness-to-Business services and supply chain 
management company that solves a major problem for the Global Fortune 1000 Companies; 

Quickly and deanty, through access to the web from anywhere In the world, a buyer of 
the leading manufacturers' computers can secure equipment and related services 
under prices ^negotiated at the corporate global procurement level, and obtain 
fulfillment for computer services and support through remote access or local fulfillment. 

By creating the technology and supporting services to allow this, GiobalServe Computer Services, Ltd. 
tomskSM^e.t^asem) is becoming the single portal for global procurement of Information technology, 
support and maintenance for the largest corporations In the world. 

It is hard to believe that 20 years Into the desk top computer revolution there is a problem with Jhe 
£SfflBt&3§F ** but there is ' an d t »s the fact that companies are mm^^mW^^^^B 



rlbuUon channels mat Original Equipment Manufacturers (OEMs) have used for so long that are 
V 2 - K 09 challenges In the technology and irrfrastructure savvy United States are still very much In oface 
vW" Hhw . ^1 ? f ? orld - va'ue Added Resellers (VARs) and Distributors continue to serve a 
° 11 ^l 1 ?^ ,n i tetr,bubon fuifinment as well as In local In-country knowledge management. 

E eri 1 RQ p " rchases bv Fortune 1000 companies for destinations that lie outside the VS 

he VARs remairra vital component of the supply chain. The problem with the supply chain Is that It is 
n fragmented, there is an unnecessary cost to doing business. This Is true when assessing both tangible 
ocurement costs and perhaps more significant, in Intangible costs related to irwfflciendes within the 
priset, These inefficiencies lead to loss of Ome, lack of productivity, frustration, and the slowing of work 
(j&s and business processes. 

Global Serve offers the solution m its three products, each of which bring benefit to the three main 
players {OEM, Reseller and Customer) in the supply chain: 

*' ?^i te ? n,n Si? 0m !fi n 0n4ine P rocurement application that allows a procurement specialist the 
ability to buy PCs and other computer equipment based on corporate dictated specifications at pre- 

2K?JS^ ^i l !^J d !? nas l l 3 matter 01 ' a ***** <*> Bne sets off a chain of 

^Si lS ,? at b 5^g$P|^^ instruction and outcome, 

no simple task when considering the^^^M^^^^^^ffli in doing business on a truly 

fi^fTi 6 ^,^^,? pridn9 sohema devel °P ed G^ 81 is unique and helps greatly 
simplify an otherwise difficult process. 

Z. Rem<^nrtceDesk.com Is a help desk facility that leverages proprietary and sophisticated 
nrothodoiog es and products in order to remotely manage customers' networks and PC products. 
newly developed technologies allow for remote problem diagnosis and rapidly begin the cycle of 
problem resolution, in those cases that need human intervention or ^person support 
RemoteServicer^slccom serves as the front end to the back-end network of outsourced, thW-oartv 
providers that facilitate problem resolution either off-site or In-country on-site. 

3. Professional Seivfces - Global Serve maintains a small but elite staff of In-house professional services 
staff to support Netprovfsloning.com and RemoteServfcebeskxom. This staff can also be utilized for 
project management, system Integration and other support services to round out a comprehensive 
product offering to the Gfobal 1000 that serve as the Company's target customer base 
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On the surface, the Netprovlsionlng.com solution is simple and elegant, within Its proprietary technology 
and sophisticated database, GiobalServe begins to fulfill the promise of global economies of scale, and 
allows companies to both think and execute under a global strategy. At the same time, its technology 
solution allows superior supply chain management without the huge investment In plant, property and 
equipment that has been spent by companies such as IBM and others trying to solve this same problem. 

The value proposition goes further with RemoteServiceDesk.com and the Professional Services 
Organization. GiobalServe allows its customer to take the same win presented by Netprovlstonlng.com a 
step further, and apply the same process to secure and fulfill hardware and software maintenance and 
support, Including trouble shooting and remote systems management 

It Is a solution that was created by players that know this market and Its fellings best - Com pu Com (US 
Nasdaq: CM PC), Compel (UK), Compugen (Canada) and InfopoJnt (France) - that invested in the 
GiobalServe idea and have created the foundation for a solid stand alone enterprise that leverages the 
Internet and sophisticated proprietary technologies in its powerful products and services. 

In as first full year of operations, GiobalServe accomplished some key objectives: 

• Revenues of over $4 million; 

• A profitable monthly run rate (although Cash Flow stiff trails profitability); 

• Accreditation Agreements In place with leading OEMs IBM, Compaq, Toshiba and Hewlett Packard; 

• Fulfillment Services Agreements (FSAs) with 15 service agents, and service relationships In place to 
provide fulfillment service In over 90 countries world-wide. The goal Is to have FSAs completed with 
70 service agents by year end 2000, 

• Contracted with fee paying members of the Global Serve reseller network ("Network Members") in 
each of the top 20 international markets for IT products and services. 

• A customer base that includes such blue chip companies as Wortdspan and FedEx. 

• Over 25 employees in the U.S. and the U.K. 

Led by Jonathan Edwards, a top-flight executive with a successful entrepreneurial history that Includes 
over 20 years experience in the business, GiobalServe Is seeking an investment of $10 million to grow its 
existing business to a $200+ million business in five years. 

The investment is needed for the following; 

• To build out the electronic infrastructure being put in place today with integrated links Into the 
largest OEMs In the world as well as into the customers and fulfillment houses that service them 
!?T ross J£ 9k3 f 3e ' In dojng so ' Company will erect significant barriers to competitive entry; 

• Hire additional Information Technology resources to support that effort; 

• Hire additional management, safes and marketing staff; 

• implement pinpointed tactical marketing plans to secure a broader customer base. 
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Brief Background 



GlobalServe Computer Services, Ltd. was Incorporated under the Laws of England In January, 1997 and 
subsequently established fes wholly owned U.S. subsidiary, Global Serve Computer Services, inc. in 
November, 1998, The Company currently maintains corporate headquarters In White Plains, NY, and 
employs people at that location as well as in offices at Morristown, NJ, Framlngham, MA, and London, 
England. Consolidated revenues far the fiscal year ended 12/31/99 totaled $4.1 million 
with net profit of $312,000. 

The Company was founded as an alliance of four major players In the computer services Industry: 

1- CftmPuCQm System? , Inc . (Nasdaq: CMPC): Since 1987 CompuCom has provided procurement and 
technology services for the fortune 1000. Revenue In 1999 was expected to top $3 billion. 

2» Corn e d : Traded on the LSE since 1994 and experiencing an annual revenue growth rate of over 
40%, Compel Is one of the UK's leading IT service organizations, and currently employs over 1300 
people. 

3, Gompmrav Qted as one of Canada's "50 Best Managed Private Companies' a prestigious award that 
te sponsored by Arthur Andersen, The Financial Post, CIBC and Canadian Airlines, COmpugen is a 
Canadian-based company with 8 long history of providing products and services within a technology 
Iffecyde management framework. 

1 I nfoPQlnt : Servicing many of the largest companies doing business In France today Including The 
French Defense Ministry, France Telecom and Soctete Generate, Infopolnt Is among the leading IT 
service organizations In that country and ranks as the 3 rd largest reseller In-country. 

The Company has succeeded In proving fts concept; and now intends to move aggressively to fulfill its 
potential as the dominant Internet-based supply chain management and sendees company for the 
computer services Industry. GlobalServe is seeking $10 million In equity capital to do so. 



The Company forecast reflects the following growth: 



Total Revenue All S«rvio*& 
Trial Cost of Soto* 

Gross Profit 

Total SetfllM. Pen & Administrate 



£000 
11,421,104 
M 93.717 

4,227,3*7 

(4.7M.M1) 



2001 
38.3d2.529 
22.721 80B 

t3.67Q.721 
1S.2y7 t «1 



65,313.812 
26.851,652 



119,093,282 

&SS4ZB2 

53,138,490 
29 > 717,$0j 

22420dSfi 



am 

257,080,714 
1 42.122.^1 

114,956.163 
51,QOft.q74 
B3.84B.fl10 



GtobalServe has a long-term strategy centered on one of two alternative outcomes: 

1. As a stand-alone puttie entity following an Initial Public Offering; or 

2. As a high profile acquisition target for a number of entitles that would benefit from Its high 
margin business model, sophisticated technology and far-caching network of solutions providers. 
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Products an d Servicea 

The GlobalServe solution Is based upon an ease of doing business, anywhere, anytime, accessible 24 
hours a day anywhere In the world. QobalServe provides secure extranets for internationally diverse 
customers to obtain specific In-country prldng (based on globally negotiated contracts), place an order, 
check orders status, search a "how to" knowledge base, open a problem ticket; or request a technology 
change. Any request can be escalated to a regional International service desk, should a human Interface 
be preferred. This system Is able to take a request; provide an Instant resolution or automatically 
escalate accordingly, or dispatch the appropriate resource. There are several components of the overall 
GlobalServe site that provide functionality based on customer selected services. 

6tofrat-Serve,tjo r rj Is the single portal to all GlobalServe products and services, and also houses 
corporate information made available to the general public. 

MgMBMMsalBgjnjil Is the web based procurement and electronic supply chain management system. 
The service was designed to allow multinational customers to roll out their established global pricing 
agreements and product standards via a packaged Web based solution. Netprovlslonlng.com effectively 
provides a secure extranet for each customer which provides: 

• customer-specific pricing; 

• unique specification Information, detailed to the requirements of the requesting organization; 

• on-line ordering capability; 

• order status tracking and management; 

• management reports; and 

• fun supply chain management tools. 

RemoteSafvioeDe*k.com, Is a complete internet-based Network Management / Help Desk system that 
intelligently handles both human and computer-generated requests for assistance, leveraging the best of 
existing technology against years of industry differentiating experience. 

NetPscvcom is still under development by the Company, but when completed will provide access to In- 
oauntry technical staff, associated rates, and the ability to book resources online. GbbalServe's 
Professional Services Organization supplements the on-line services. Project management and Service 
management on assignment are two examples of this kind of supplemental support These are fee based 
and are above country" assignments. The Professional Services Organization also provides the resource 
formecateioguesetopofrfetorovisioning.com. 

Global-Sefveonllne.com, a web based knowledge management system, Is used for workflow across 
toe GlobalServe network. Typically used to support projects or the Implementation of service contracts, 
the use of this product Is billed within professional service fees. wmrare* 

How the Products Wnrie Jggflhar 

?^^JZ^ n V h iy^ ST^^P rt*™™ business model, utilizing the full potential of the 
GtoSServ^ traditional approach has to offer. This is accomplished because 

• provides customers a single point of contact via its web based solutions, and In doing so delivers 
International coordination and above-country supply chain management; 

' ! ZOn ?f 5ine f that wrtn cpaMlttes of the GlobalServe network of fulfillment companies, utilizing 
leading in-country delivery capabilities of GbbalServe's Network Members - doing so without 
shouldering the burden of those Companies in-country Infrastructure and related costs. 

^^Kslntemet based solution for me a=l"'sltion of products and services, GlobalServe Is able to 
accept, deploy and manage the delivery of products and services of multiple customers on multiple levels 
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^I^fl^™ 24 K, hOU ^i d , ay ' I ***** week - ^ Company accomplishes this from or>V three 
centralized locations - New York, London, and Singapore. 

The coordination and execution of service delivery, via the combination of state of the art web solutions 
and above country service desks, provides customers with a true single point of contact and 24 hour 
coverage In over 90 oountrfes world-wide. « nuur 
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A graphic of the services provided details the use of technology on either front of a center International 
Services Desk that ts managed and administered Internally by GlobalServe provides a visual 
representation of the integrated services offering: 
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Business Mgdfil 

GlobalServe has three main revenue streams: 



1. Net Provisioning Transaction Fees 

GlobalServe changes a transaction fee (also referred to as an "Order Management Fee") for every 
order that is managed by GlobalServe, based on a per-order per-country matrix. Prices range 
from *2Q to $550 per order that Is transacted through the system, and Is geared to equate to Vi 
of 1% of dollar volume procured through Netprovlsioning.com- 

2. RernoteServiceDesk.com 

GlobalServe delivers remote systems management and help desk support, which includes the 
dispatch of local, third party fulfillment service providers for on-site assistance. Through the 
employ of a single contract with the customer, GlobalServe leverages its own minimal resources 
with Its powerful technologies for "above country", International co-ordination of systems and 
desktop management Local sub-contractors are then used "In-country" where coverage Is 
required. Due to the fact that these types of services are Integral to an organization's 
effectiveness. Managed Services contracts have the potential to run for several years. They are 
paid quarterly by the customer against contract terms. The fees charged are generally fixed in 
advance, and are determined by variables such as the number of personal computers or users 
supported and types of services required. 

3. Professional Services 

As part of a necessary and comprehensive suite of products offered as an outsource solution to 
to customer base, Global Serve provides resources to support sophisticated international roH-outs 
of technology and technology change management. Projects are eKher fix priced or based on 
time and materials. While GtobaBerve will utilize Its own staff If necessary to support Its 
customer, the goal is to sub-contract to local suppliers In each country as necessary for specific 
work. GlobafServe then charges a mark-up against the oost of the sub-contractor. As an adjunct 
to Netpravfcioning.cDm, GlobalServe's Professional Services group works with the customer in 
setting up customer specified variables to ensure all orders will property reflect agreed to pricing 
and computer specifications as determined by the customer and the OEM, These associated set- 
up fees are (ncJuded as revenue in this category as weB. 

In addition to these three principal revenue streams, GlobalServe derives revenue from alternate sources 
that assist It In rounding out its product and service offerings to provide a total services solution to Its 
customer base. While not expected to be consistent and therefore not Included in the attached financial 
forecast, these include; 

1. Manufacturer (OEM) Few 

The Company's key partners - IBM, COMPAQ, TOSHIBA and HP - run International business 
partner accreditation programs. As an accredited business partner, GlobalServe is paid fees by 
these OEMs for undertaking key initiatives that promote the OEMs products or services solutions. 
There also may be bonus revenue tied to meeting sales quotas for International business. IBM, 
for example, is aggressive with this practice and will make a predetermined payment upon 
reaching a mutually agreed sales goal. 

2. Network Member Fees 

In addition to end user customers and OEMs as custom^/ partners, the traditional Value Added 
Reseller (VAR) is both customer and business partner for GlobalServe, and is referred to as a 
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ipiiipa^stn^yj^ 
b«incj able to offer an International soltibon to its, customer. As such, they (in some cases) pay s 
fee to participate in toe GtobaiServe network. This fee entitles them to co-brand with GlobafServe 
and to more effectively deliver services to meet their customer requirements. They also have the 
right to market and sell their international capabilities using the GtebalServe Service Mark and 
marketing tools- The fee varies by Reseller and depends upon factors such as market size. In 
time, Global Serve would like to have a commission based arrangement with the Network 
Member for toe new business that the member win generate based on fulfillment contracts 
facilitated by GlobalS&fve. 



3. Global Connect Fees 



Internal to OobaiServe, the Company refers to its strategy of establishing electronic links 
between itself and the OEMs, Its Network Members, and its Customers as Gfobal Connect. While 
the Company burdens the cost of connection to its OEMs, fees are charged to the Network 
Members for implementation of the connection(s), and In some cases, fees are also chained 
(through Professional Services) to its Customer base. 
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The stafa ajSags t*a**&t 

The market opportunity for GlobalServe's range of services today is Immense, and continues to grow as 
the technology revolution spreads on an international basis. 

international Date 0orp.(lDC) has predicted that the global personal computer market would continue to 
grow at a rate Of 13 percent and reach unit volume of 90.6 million units sold, translated bo over a $100 
billion market If a $1,000 per unit average is used. 

While the US market and Western Europe drive a considerable portion of that growth, the combined 
Rest-of-WorkJ (ROW) geographies, comprised of Canada, Latin America, East Central/ Eastern Europe 
(EECE) and the Mediterranean, and Middle East Africa (MHBA) area, are projected to grow at a rate of 18 
percent 

IDC continues to believe the shift toward tower prices and more efficient business models favors the 
largest vendors, who have broader product lines arid geographical scope. Thfs group of vendors 
continues to $afn share on the total market and increasingly looks to take share from each other, 
particularly m the more lucrative commercial market As a group Compaq, IBM, H-P and Deli gained more 
than five percent market share points in the 1997 worldwide PC market. 

The number of customers today purchasing technology and services on a global basis, counted roughly 
as the fortune 1000 global companies, is still a fraction of the total potential market for GlobalServe. 
And yet, this marfcet already represents In excess of $18 biion on, an annualized basis (conservative 
estimate based on a known 250 global procurement contracts with leading in-direct PC vendors). When 
Including U.S. domestic purchases, this number swells to over $40 billion cn annual computer and related 
services expenditure by this Global 1,000. 

Tn addition to product procurement, the support services market for the over 20 million PCs and network 
servers (based on the minimum $18 tttlfon in the multinational in-direct channel sates), Is immense. 
Companies generally Spend between $200 and $1500 tier device for annual maintenance translating to a 
support and services market that exceeds $150 billion annually. 

it fe not just the size of this market, however. The size of the market has been well documented and Is 
not generally In dispute. Everyone can anticipate that the trend is growing, and even If one might argue 
that the PC as we know It today will not survive, some kind of device will take its place. And that device 
will stau need to be acquired, deployed, supported, redeployed and retired. 

Most important then, is what is happening to thte market that needs to be addressed. And when 
assessing these factors, two significant trends stand out? 

l. Companies are putting increased focus on international coordination of technology procurement and 
management Established globa) corporations are looking to: 

business tn thfs 



• jgain consistency in processes and systems throughout their companies? 

• ||nprove service and reduce time spent on the procurement process; 

• Reduce the ccet of coordination and management; 
« Iffeduce tfrie cost of procurement; and 

• lexptoit supply chain efficiencies, thereby reducing their total cost of ownership. 

2. There is a tremendous growth in the emergence of a new generation of multinational companies, 
who for the first time need to coordinate their international activities. The accelerated growth of e- 
commerce and the Internet has created both an opportunity and a market that is fraught with 
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difficulties, especially when considering how quickly emerging companies must act In executing their 
strategies. Emerging growth companies are looking to: 

• quickly establish operations in a multitude of countries; 

• seek assistance in getting operational quickly while troubleshooting the focal hurdles; 
« develop in-country alliances that will assist them in gaining a foothold In that country. 

When assessing alternatives, the in-country traditional distribution and management channels (VARs), 
while very effective in navigating the particulars of any specific market, do not solve thtigg^MR^ 
1( lBtSKBS^SSSSSi^ market, and subsequently defays In the purchasing process through the fulfillment 
process are imminent 

By sift^ ^b^ with a multitude of VARs in ?my given country, 

GJpbalSeryg; alleviates the butfenof sourting, selection and thanagement of products and services from 
m c^fflfeand does so with an easy, to use Web application at relatively little cost to the customer / 

The right solution for meeting the needs of this market is the GlobafServe web-based system. And in the 
process of solving a problem for the customer, GlobalServe also positions itself as Che leading gateway 
solutions provider to In-country knowledge. 

End-User, or Purchasing Customers 

GlobalServe has built an impressive customer list since its first sale In October, 1998. Contributing to 
revenues that surpassed $4 mlHjon in 1999 are such customers as WorldSpan and FedEx. The 
Company's customer profile includes any multinational company that must satisfy operational 
requirements in a given country, which is especially true when considering f^oteServfceDesk-com. For 
Netprovisioning;a>m, its customer base is generally limited to those companies that are bfg enough to 
carry the clout of a globally negotiated purchasing contract with one or more OEMs. Competition 
between the OEMs has forced the bar lower when considering gross purchase dollars Justifying, a global 
contract and Global Serve expects the contract base of 250 of the Qobal 1,000 to sweii to 400 by year 
end. And, as previously noted r the scale of purchasing effected by these companies more than 
adequately justifies the market. 

OEMs as Customers 

GlobalServe Is not dependent on the OEMs as customers but does benefit by establishing key 
relationships with these OEMs, By effectively delivering its promise of service, GlobalServe becomes an 
important ally of the OEM In managing the needs and expectations of the end-customer, which so often 
is obscured through reselling channels. Relationships have been established with IBM, Compaq, Toshiba 
and Hewtett Packard In the Company's short fife span, and GlobafServe expects to continue to build 
relationships with other OEMs, including network service and equipment providers such as Cisco Systems. 
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VARs as Customers and Network Members 

QobalServe is able to leverage the existing, expensfte-to-build infrastructure already created by in- 
country VARs to te benefit by developing relationships with these VARs for in-country fulfillment and 
services. Wfthout QobalServe, VARS run the risk of being squeezed between OEM and Customer. By 
protecting the margin of the VAR at the expense of the willing OEM, Global Serve has an ally that Is 
capable of delivering In-country services while sharing the related revenue with GtobaBerve. By bringfng 
Its International reach to bear on behalf of the VAR, QobalServe allows the var additional sales 
opportunities, and often Introduces the VAR to sales opportunities that would have remained ofHimtts 
but for the Introduction facilitated by Global Serve. By having working relationships with several VARs, 
Global Serve Is able to sell and deliver services without any of the In-country risk that Is assumed by the 
VAR. 

Since Its Inception, the Company has structured Fulfillment Service Agreements with 15 Network 
Members and has working relationships agreements in place to cover fuNillment In 90 countries. 
Contracted Network Members maintain a non-exclusive Marketing Rights contract with the Company, 
gMng them the ability to market themselves as a QobalServe partner, with the reach of the GtobafServe 
network as part of their service offering. 

Current Investors and Impact on GtobatSenre Operations 

Current Investors CompuCom, Compel, Compugen and Intbpolnt maintain certain agreements with the 
Company that give QobalServe an undisputed competitive advantage against any potential competition, 
and provide added penetration to the market place. These agreements provide for an Exclusive 
Marketing Rights contract for certain geographic markets, and also provide a first refusal to any services 
contract In fulfillment within certain geographic markets. A matrix specifying the extent of these 
arrangements can be provided upon request The net impact to the company is all upside - guaranteed 
partnerships and service arrangements with outstanding quality, and pull within the organization to 
ensure it stays that way. 
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Marketing Strategies 

SS? iS T£; b f th ^ t the *««kef opportunity today is In solving the challenges feced by both the 
OEM and the globat customer without alienating traditional, established distribution and reseller channels 
That is the reason that GtohafServe is so heavity focused on the international aspect of Its business today. 

tetstfd, mere is every reason the GlobalServe solution to be employed domestically, and GiobalServe 
•tends to capitalize on this opportunity through its existing and developing Customer base abroad. Using 
I s £P** technology and supply chain management system to provide the buyer one solution, under onl 
|mbrete f for all products and services worldwide, with no distinction between domestic and International 
fobalSen/e can fu ftff fts promise on every level within Its customer organization. GlobalServe fntends to 
§e the single portal for global procurement on Information technology. 

smesticaify today, the VAR channels for distnhution that were sp pQwerful even five vears^ao arc 
ackly becoming 

P^^^^^^^^^^^^^^^^^^^^^^^^^S^ But there still 
t i « — ems, raac oriocar Knowledge, coofdinatlon of support services and problem 
Solution that can be solved by the use of the GlohalServe technologies and systems. Integration with 

^^Sf ^ ne ** 00 kmv *' mg cl1Gca1 Hme ,lnes * nd 5tress are ** within an 
ilzabon tend itself to the GlobalServe SOfution. 

^ m ** ^ P^ing ground and Is the most 

accessiDfe area with the most glaring need for problem resolution. Ultimately, success abroad will drive 
demand, acceptance and use within the domestic market, 

S^atgnfcs aafl Ta<*8cs for Customer Acquisition and »«ty rtftffl 

SSS^V^^^ '^P™** O 1 **^ and integrating into those customer' processes and 

systems into the GlobalServe network just as quicfcfy. 

The main strategies and tactics for acquiring customers are: 

L Employ a combination of direct marketing tactics and industry specific awareness to target tfie 
following resources within each target market group: 9 
« Direct corporate Customer: 

• Global Procurement 

• TT Management 

» Local Procurement 
• ttefcwork Members: 

• Principles (Strategic Relationship) 

• Sales 

• Operations 



• OEM: 

* International Groups 

* Account Management/Sales 

« Supply Chain Management Resources 

Tactics: 

♦ Tools Marketing (Direct Education, OEM & Network Members) 

• Direct e-Mafl ' 

♦ tistServe Community Marketing 
» Direct Safes 

* Trade Show Participation and Hosting 
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2. Expjott relationships with the OEMs, 

Tactics: 

• Maintain or solicit accreditation status when possible, 

• Be pro-active In the marketing of GlobafServe's solution within the PC manufacturer 
community. 

• Utlltee the OEM relationship for Introduction to the global customer 

3. Focus on the web-centric approach of the Company as Its differentiating factor in the market place. 
Follow up with Its ability to deliver fulfillment of both products and services through a selection of 
aggregated providers, under one umbrella, unique^ distinguished from any competition. 

Tactics: >~ 

• Train Direct Sates force to execute and evangelize this differentiating competitive advantage. 

• Dsvefop Marketing Collateral to support this Strategy. 

• Brand accordingly. 

4. Develop the GJobalServe brand, and increase the overall market awareness of the valuable services 
the Company has to offer. 

Tactics: 

• Use a focused and very aggressive Public Relations program aimed at the Customer Targets 
and secondarily, the Network Members. 

The main GtobafServe site will be used as a primary point of focus and support for afl marketing tactics. 
Direct marketing programs will be geared to driving traffic to the site, which will offer: 

• Interactive product Information 

• Live Product Demonstration 

• On-line proposal generation that Indudes pricing 

• Company Information 

• News 

• Pressroom. 

The main strategies and tactics for retaining customers are: 

1. Integrate the GlobalServe technology platform and work flow processes with the customers, 
OEMs and Network Members systems and processes. 

Tactics: 

• Develop easy to write to APIs to the GlobalServe product architecture; 

• Employ dedicated service teams with the GJobalServe Professional Service Organization to 
work with customers to qufckly and effectively Integrate systems. 

• Use Internet standard technologies and protocols to ensure ease of integration today and In 
the future - avoid Weeding edge technologies and qulrtcy solutions. 

2. continually dedicate resources to the development of OobalSove's products and services 
(existing and new) to bridge the gap between the market requirements and our sales and 
technology teams, ensuring that our competitive advantage Is malntafned and that we capftafbe 
on any new opportunities. 
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Tactics: 

• Align our Product Development resources to have Interaction and line responsibility that Is 
tied to the customer. 

• Anticipate customer demands and meet those demands before they are generated by the 
customer. 

3. Use Market Intelligence to the Company's advantage - stay ahead of the trends, understand the 
positioning of any competitor, understand the needs of the market, deliver on those needs 
proadtively. 

Tactics: 

• Never allow ourselves to operate In a vacuum. 

• Make decisions based on empirical evidence In the marketplace whenever possible. 

4. Allow open access through technology and other methods for on-going communications to the 
GbbalServe Partner Network, ensuring they are kept Wormed of developments and have 
effective access to GlobaBerve's solutions of web based systems. 

Tactics: 

• Develop open-architecture solutions. 

• Employ a world-class service organization to support the technology. 
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Competition. Threats and Challenges 

Competition 

There te not one Company that Is approaching the market with the comprehensive web-based approach 
that Is Gioba Serve. Instead, there are a number of companies, some extremely large and In some cases 
extremely powerful, which are employing traditional means for meeting the various needs of this market. 
In some cases, these competitors may be able [at some point in the future] to offer competitive products 
and services. In most cases, the existing infrastructures and antiquated business processes that drive 
these organizations pose perhaps the biggest challenge to them emulating GiobatServe's approach. And 
in the meantime, GiobalServe is developing market expertise and building significant barrier to entry by 
securing [exclusive] relationships with the OEMs and Network Members, and by becoming 
technologically- and process-Integrated In its customers systems. 

The types of companies capable of executing successfully In this market space are those that have a keen 
understanding of the subtleties, and so, like GiobalServe, are often associated with or are a company that 
has a history in delivery services the old-fashioned way. However, GiobalServe Is unique in that ft 
originated as an alliance by its four early Investors, and evolved into a stand-alone company In 
recognition that: 

1- None of the alliance partners could execute the strategy on their own; 

2. The alliance was forced to spin the Idea out as a stand-atone company for the same reason 
competitors will have trouble - It Is Impossible to execute agreements In several countries when 
tegacy commitments within those countries create an entangled web that neutralizes forward 
progress wider different business models; and 

3- The strategy had merit as a stand-alone entity, and could develop Into an incredibly profitable 
venture with a compelling investment return. 

A summary of the types of organizations, and the most formidable companies within these categories, 
which either do or may pose a competitive threat to GiobalServe: 

1> — The International Valtje Added Reseller- One strategy for addressing the needs of the 
GiobalServe market has been to attempt to build a multinational reseller. While administratively 
very complex and even daunting, this Is an attempt (an expensive one at that) to maintain 
control of the customer and to Hmrt the customer's options. 

There are a few companies that label themselves as International VARs, although their reach Is 
somewhat limited In comparison to GlobalServe's current and future network. The experience of 
these companies is patchy. None of them have adopted any form of strategic direction to resolve 
their issues, and expansion Is very tricky and capital intense. Little consistency and a lack of 
structured service delivery is prevalent, and the reluctance to turn to business partners for 
certain geographic fulfillment Is an example of the old world trailed garden" approach that 
worked so well even 10 years ago but is becoming obsotete with wetxentrlc technologies. 

GtobatServe believes the ftexfoUlty of its network model is more effective, and that the 
sophistication of its customer base demands choice and alternatives. It afso ensures that our 
Network Members do not become complacent, which often happens with subsidiary operations. 
Perhaps the biggest falling with the International Vafue Added Reseller Model, Is the incredible 
reliance on Infrastructure - property, plant and equipment, in addition to the local resources that 
must provide the In-country knowledge. GiobalServe leverages existing resources to effectively 
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compete In the market and to deliver necessary services, and the Company does so without 
adding cumbersome infrastructure to Its own operations. 

2, Marge US Iflanufggturgcg. There is a trend to attempt to serve international clients direct by 

certain large domestic manufacturers that do not have the legacy distribution networks and VAR 
relationships. There are several problems with this direct model when viewed from an 
International perspective: 

a. There are different "in-country" laws, tariffs, taxes and ftifflflment issues and logistics that 
prohibit a "one size fits air approach - exact fy why the OEMs have utilized VAR relationships 
for so many years. 

b. Trying to work around the VARS to maintain relationships with the end customer, OEMs lose 
the specific in-country knowledge that is so vftai to success. 

c. Rarely can an OEM organization deliver or rarely do they want to deliver both tailored 
product and services at all times, as their focus tends to be strictly based on margin and 
market trend. By essentially broking both services and product GlobalServe is able to deliver 
comprehensive solutions to its customer base, without regard to the corporate strategy of 
the month. And, without regard to market risk related to cyclical or other trends due to its 
employ of thfrd party Network Members. 

2* itotefrattongi outsourcing company. These companies can expedite outsourcing needs tor an 

entire organization, but tend to have an inward look at execution of the business, with a strategy 
that focuses on keeping knowledge within its walls and out of the hands of the customer. 
GfohaiServe believes the customer deserves the knowledge to make Informed decisions, deserves 
open access to critical Information, and deserves choice in the selection of its fulfillment sources 
and in alternatfves [If necessary] when performance fellings demand aftematfves. Whlfe tfie 
largest of the Global 1000 may feel comfortable with the biggest International outsourcere, the 
trend appears to be moving the other way, 

GlobalServe views the International Outsourcer as more of an opportunity than a threat, and will 
work to establish alliances to assist those companies with market penetration in territories that 
have not yet been exploited. The Company Is considering a private label product of its 
technology and systems to accommodate the ordering, tracking and fulfilment of products and 
services for companies Into which the International Outsourcere already have relationships. 

Conclusion 

None of the above mentioned types of competitors are directly comparable to GlobalServe. To date no 
direct competitor has been identified In the space we wiU lead and In many respects are leading The 
above represents the type of organisations from which we will win customers, from GlobalServe historical 
direct competitors (ICG, TGA and ACSL) through to the worlds IT powerhouses (EDS, Dell, IBM and 
^u 1 ^ ^ ear1y al1 ^ our competitors also represent partnering opportunities which is the reality In the 
Global Market place for IT and IT services. Our Internet based approach makes us very attractive to all 
concerned, as that company can interconnect and enhance their own service execution capabilities. 

Comparison of Competition 

A comparison of Competitors is included as Appendix E. 
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Threats 

It is possible that the Direct Model might be Implemented effectively by one of the major OEMs as far as 
equipment provisioning, Remote service desk support might also be attempted by one of the major 
service providers. The threats are real, but by their very nature fall when compared with the GlobalServe 
mode/. 

1. Direct. Assuming that existing OEMs would risk their global VAR networks to go direct or that 
emerging, or u next generation" manufacturers might try direct (think of Deli but reatee that 60% 
of even Dell products are touched by a distributor before It gets to the end consumer). The 
direct approach has several failings when compared with GtobalServe, the most notabfe of which 
are outlined here: 

a. GlobalServe Is a multi-vendor aggregator, allowing the customer, through one system 
and one interface, to manage the global procurement of computer products and services 
through a variety of OEMs. The direct model assumes forcing the buyer through a series 
of proprietary OEM systems to reach the same end. 

b. GtobalServe combines products and services under the same roof, and augments those 
services with Its own small but highly effective Professional Services Organization. 

c GlobalServe Is leveraging in-country infrastructure and a local knowledge base derived 
from the heavy lifting of Its Investors fn years gone by - an advantage that give 
GlobalServe instant access, Instant credibility and instant penetration In a variety of local 
markets. CompuCom, compugen, Compel and Infopoint are survivors in one of the most 
aggressive markets in the world. 

2. Remote Service Desk Alternatives. The sophistication of technologies, network administrative 
devices and databases today allow service and support companies to do things never thought 
possible |ust a few years ago. The ability to tunnel into customers systems for remote problem 
detection and fixes translates Into a sweeping opportunity to lower costs by reducing on-site Staff 
and by automating so much of the network administration services through use of intelligent 
devices. Soil, accomplishing what GlobalServe is already doing poses challenges: 

a. Through Its web of Network Members, GlobalServe can ensure an organization finds the 
right tn-country resources when remote just Isn't enough, which Is often the case. 

b. GlobalServe has no other agenda then to deliver quality service through its network; ft is 
independent and not linked specifically to any one manufacturer or to that 
manufacturer's products. 

c GtobalServe allows the customer access to Its systems - from call status and dispatch, 
through resolution. The GtobaBerve approach of Integration of systems allows a 
customer to be apprised of the Situation 24 hours a day, seven days a week. The system 
is updated by Manufacturers, Network Members, GtobalServe and the Customer Itself to 
provide an all access, open view of the progress In solving the problem - no bottlenecks 
and no obscuring of Issues or problems. 
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Barriers to Entry 

GlobalSetve Intends to continue its market teading position In the delivery of aggregated web-based 
global computer and computer services procurement and supply chain management by employing and 
exploiting these barriers to competitive entry: 

1. GlobatServe's partnerships with Its investors have created exclusive relationships with those providers 
and exclude competitive service relationships with those firms by any newcomer Id the market. 

2. GlobalServe has developed sophisticated and proprietary technology that Is open ended with easy 
API connectivity to existing systems of Customers, Network Members, and OEMs. Its highly talented 
Professional Services Organization also fulfills Its own internal needs In fulfilling system integration 
between GlobalServe and its customers. The principal goal of the coming year fs to Integrate 
seamlessly into the proprietary systems of these partners and customers, thereby Integrating In every 
component of procurement through payment - and In doing so becoming a natural extension of that 
organization and Jndisptaceabfe by any competitor. 

3. GlobalServe has over 15 Fulfillment Services Agreements with Network Members In place today. The 
goal is to have over 70 in place by end of year, 2000. Many of these relationships came through 
introductions by Its strategic partners and Investors, jumpstartjng the process and gaining an entry 
where none would be found as a start-tip without those connections. Now GlobalServe can leverage 
those existing contracts to cover more ground faster. This translates Into greater presence, farther 
reach, deeper penetration - and market domination. 
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Appendix A: Unaudited Financial Statements for year ended December 31, 1999. 

In US funds, as prepared by the firm's UK accountancy corporation, 



BaJmtce Sheet 



Cpttsoffdatatf G5 UK 


GS America* 


CURRENT ASSETS 








Cash 


Oft 


OOl 


260 


Trade debtors 


2,111 


1,016 


1,065 


umer ueDCDra ana 


163 


154 


fa 


prepayments 






Inter company/division 


0 


157 


n 

u 




3,215 


2,018 


1,354 


CAPITAL ASSETS 








Trademarks etc 


SO 


do 


0 


Net provisioning 


460 


0 


460 


GJobal Serve Online 


168 


168 


0 


Office Furniture & Equipment 


107 


41 


66 




815 


289 


526 


CURRENT LIABILITIES 








Trade creditors 


-2,137 


-926 


-1,211 


Deferred Income 


-267 




-96 


Otter creditors and accruals 


-1,039 


-891 


-148 


inner oompany/aivBiort 


0 


0 


-157 




-3,443 


-1,988 


-1,612 


LONG TERM LIABILITIES 


-30 


0 


•30 


NET ASSETS 
(UABIUTIES) 


557 


319 


238 


Ordinary Share Capital 


13 


13 




Share Premium Account 


147 


147 




Preference Share Capital 


60 


80 




Profit & Loss 1998 


5 


0 


5 


Profit & boss 1999 


312 


79 


233 


SHAREHOLDERS 1 FUND* 


557 


319 


238 
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rote ■ 1.6 US$ : €1 Consolidated 


GSUK 


GS Americas 




ACTUAL to DECEMBER 




INCOME 










Network member fees 


904 




425 


479 


Manufacturer funds 


472 




112 


360 


1,376 


537 


839 


GTE moneys recatved/<tue 


451 




451 


0 


GIB Doubtfbl Debt 


-158 




-isa 


0 


PSO 


472 




143 


329 


Product Sales 


1,936 




689 


1.247 


Reimbursed Expenses / Costs 


104 




0 


104 


2,605 


1,125 


1,680 


Total Income 


4,181 




1,662 


2,519 


COST OF SALES 










Cost of oooffa fmjl savtaes sold 


IBS 




608 


1311 


Total Cost of Sales 


1,910 


608 


1,311 


nAKuin 


2,262 




1,054 


1,206 


OPERATING EXPENSES 










Compensation 






631 


563 


Travel and subsistence 


202 




65 


137 


Office fadffdes and communication 


190 




82 


108 


Leased Equipment 


1 




6 


1 


IT Costs 


63 




50 


13 


Bad Debts 


22 




0 


22 


Marketing activities 


0 




0 


0 


Professional fees 


183 




53 


130 


Total Operating Expenses 


1*855 


881 


974 


EBQTT 


407 




173 


234 


Depredation 


73 




73 




EBTT 


354 




100 


234 


Interest received and other Income 


5 




5 


0 


Bank charyes / forefcn exeftanpe 


-6 




-5 


-1 


EARNINGS (LOSS) BEFORE TAXES 


333 




100 


233 


income taxes 


21 




21 


0 


NET PROFIT/CLASS) 


312 


79 


233 
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Cash Flow Statement 



FOR THE YEAR EN DSD *1 DECEMBS* 1999 000*5 US$ 

Operating profit 315 
Recondite Hon to cash generated from operations: 

Depreciation of tangible assets 104 

Add on toss on foreign exchange rate variances $ 

Take off increase In debtors wfthfn one year -1,9-11 

Add on increase in creditors within one year 2,238 



Cash generated from operations 
Add on Bank interest received 
Take off Tax paid 



Net increase in cash 725 
Cash at bank at the beginning of the yean UK 177 

US 19 



Gash at banket end of year 921 



Consisting of cash at bank: uk 661 

US 260 



921 



722 
5 
-2 
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Appendix B 

Management Note to Ffve Year Forecast 

• Indude Current Capitalization Structure / Capitalization Table 

Rve Year Forecast 

• Annual Summary By Year - Balance Sheet, Income Statement, Cash Flow Statement 

• Detail by Month (first two years), and quarters or annual through Year Rve, available upon 
request 



Global ssna - Financial Nfites tp aaaaa 

Capitalization Table 

Founding corporate Investors have provided the Company with approximately $240,000 of capital and 
other assets. Details: 





SfifteS A 

Ordinary 
Shares 


Series Q 

Ordinary 
Shares 


Serte C 

QniinarY CISQ) 

Shares 


fiCEfeflfid 


Total 
Shares 


Ownership 


CompuCcm Systems, Inc. 


200,000 






25,000 


225,000 


25.22% 


Infbpolnt SA 


200,000 






25,000 


225,000 


25.22% 


Com pug en Systems, Lta. 


2W,WO 








200,000 


22.42% 


Compel Group, PLC 


200,000 








200,000 


22.42% 






42.100 






411 W 


100.00% 


Total 








892,100 



The forecast assumes: 

* first-round equity raise of $10,000,000 In Month 4 (April, 2000); 

• an additional capital raise of $10,000,000 In January, 2001; 

♦ consistent positive EBIT is expected to begin within two years (Fourth Quarter, 2001), with consistent 
positive Cash Flow beginning a few months later. 



Key Forecast Revenue Assumptions 

Net provisioning .com - assumes: 

• April, 2000 start date 

• Sales growth that reflects the following at 12 month Intervals: 

Customer M 12 H24 M 36 M 4fl M 60 

Global 1000 23 59 95 131 167 

Next 2500 30 76 190 479 1,207 

• Average annual gross purchase for each Global 1000 Customer: $14,400,000 

• Average annual gross purchase for each Next 2500 Customer: $4,800,000 

• Per Order sales commission that averages Vi of 1% of gross volume purchased. 

RemoteServloeDesk.com - assumes: 

• A certain percentage of Netprovislonlng^m customers wBI also engage Global Serve for 
remoteservicedesk.com services - roughly 45% of early day customers, decreasing to 25% of 
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netprovlstoning.com customers aver time, assuming that the broader the audience, the mom !n- 
house support services and other alternatives available and employed. 

• Assumes 25% of all customers select Level 1 Service (6 hour response) at an annual average service 
cost of $300 per device; 

. Assumes 45% of ail customers; select Level 2 Service hour response) at an annual average 

service cost of $240 per device; 
. Assumes 30% of all customers select Level 3 Service (24 hour response) at an annual average 

service cost of $180 per device; 

• Assume an average of 3,000 devices under maintenance and support per contract. 

Professional Services - assumes: 

• A $15,000 chaise for each set-up of a Netprovistonng.com customer account; 

• That 20% erf all customers will need some level of PS0 support In any given month; 

• an average of 100 hours per month in billed services for each PSO customer; 

• an average rate of $180/hour. 

Employees - growth at Indicated time periods: 

pec. 2000 Qec 2001 DscJU&Z o&*2BSBi GflEJSSM 



Number Employees 

(Total) Z. W 127 172 262 466 

Annualized Revenue Per 
Employee at each Year End 

tfxV $131 $172 $246 $312 $382 



Advertising and Promotion - assumes that direct marketing and viral marketing programs will be 
employed to secure sales and that advertising and promotional will be used to enhance awareness, 
support trade and Industry events, and support branding strategies. The model assumes the following 
annual expenditures: 

Yaarl Year 2 Year 3 YeaU XfcfiLfi 

Forecast (in 000%) $1*25 $3,750 $4,800 $5,100 $5,400 

Cadi -assumes: 

• a beginning cash balance, wWch as of 12/31/99 was $921,000. 



Accounts Receivable and Cash Flow from Collections In genera) - assumes: 
. 50% collected within 30 days of sale and 80% within 60 days of safe; 95% within 90 days of sale and 
100% within 120 days of sale. _ ■ _ m . 

• Assumes use of significant Accounts Receivable balance as of 12/31/99 of $2.1 million over the first 

four months of Year 2000. 

Computer Equipment - assumes: ^ a , 

• approximately $2,200,000 of computer equipment and capitalized software components (e.g. 
database) during its first year of operations, with additional purchases throughout the forecast. 

Equipment Lease Payable - assumes: 

• none. That all computers are purchased. The Company wiB seek leasing wherever possible, but 
does not count on teasing for purposes of the forecast. 

Accounts Payable - assumes: 

• month-end carry at 40% total expenses escalating to 55% over time. 
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• a significant reduction of existing accounts payable and accrued expenses of $3.2 million as of 
12/31/99 over the first five months of 2000 up and through time of funding In April, 2000, 

Other 



Management strongly believes that anticipation of business trends and the management of internal 
financial data are important to the daily execution of this business plan. As such, an extensive and 
comprehensive forecasting model has been built whtah will allow Management to track Its assumptions 
and make adjustments as necessary to insure effective fiduciary control and planning. Extensive and 
detaHed models have been designed and can be shared upon request. 
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2222 2U21 2292 gfifi3 



BALANCE 8HEET 
Assets 

Cumtnt Assets 



Cash 


969,955 


6,353,781 


8,191,580 


17,449,722 


41,502,430 


A/R 


3,310,846 


6,738,239 


12,506,527 


23,030,824 


50,769,656 


Inventory 


0 


0 


0 


0 


0 






76,000 


78,000 


200,000 


325,000 


EaaaM Bpgnsftg 






fi 


fi 


fi 


Total Current Assets 


4.370,602 


13,187,020 


20,778,117 


40,860,646 


92.687*088 


Property, Psmt and Equipment 












Computer Equip 


2,239,742 


4,094,351 


5,973.165 


7,900,402 


10.163,734 


Pum & Fixtures 


84,861 


107,934 


130,476 


364,992 


534,115 


KJWOC CXfUfHTlCril 


1 ^U,OUU 


i W,OW 


jDO.DUU 




oask Ann 


Other Capita I trod Assets 


928,000 


628,000 


928,000 


628.000 


926.000 




22.500 


22.500 




72.500 


163.750 


Total Property Plant and Equip 


3^95,703 


43*8,385 


6,920,741 


9,212*468 


12,026,109 








f3.3l$0871 


tt.723.82r> 




Net Property Plant and Equipment 


2^09,408 


3,403,892 


3,606,674 


3,488,628 


3,084,343 


Intangible Assets 












Trad em rales 


80,000 


80,000 


80,000 


60,000 


80,000 


Qpan 


o 


g 


Q 




o 


Total Intangible Assets 


80,000 


80,000 


80,008 


80,000 


60,000 






02,0001 


(48,000) 


(64.000) 


(BO.000) 


Net intangible Asset* 


64*000 


48J0OQ 


32JD0Q 


16,000 


0 


TOTAL ASSEia 




■ 


24^19,731 


44,iaB,173 




LIABILITIES 








Smart jmnyMRigg 












Capitalized Lease 


0 


o 


0 


o 


0 


Payables 












Bank Loan Payable 


0 


0 


0 


0 


0 


130411X5 rayHDfH 




1 *5n nnn 




*a o-a Ten 


T ,003,009 


Deferred Revenue 


0 


0 


0 


0 


0 


Air - Trade 












Total Current Liabfttiles 


1,252,602 


2,443,906 


3,992,722 


6j641y491 


14,321,260 


tons Term Liabilities 












Notes Payable 


0 


0 


0 


0 


0 


Interest PaygWe 


o 


o 


Q 


g 




iood Long i si in uaininras 


u 


n 
V 


0 


u 


0 


Taxes Payable 












Tan Pavpfrte 




e 


449,2?1 


3,522,252 


8,948.873 


Total Taxes Payable 


0 


0 


449,231 


3,822,282 


8.844973 


TQTAL UABFUT1E3 


1J252.802 




4441953 


1Q.1W.7** 




tEQWTV 












Capital 


10,240,000 


20,240,000 


20.240,000 


20,240,000 


20,240.000 


Retained Earning* 


317,000 


(4,448,391) 


(8,065,182) 


(271,163) 


13.781.430 




f4.76B.331) 


f 7,916.801) 


VJH.029 






TQTAL ^QpfTY 


3.7*1,809 










XOXALLIARJ LITIES ANO EQUITY 


7JW4JEW 


18.618.713 


24,410,7^1 


44J8JL1Z3 
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INCOME STATEMENT 


aaa 


2001 


2002 


2003 


2004 


Totaf Revenue fn- 








NetpfoviBtonlng.oom 




4,293,164 


8,749,347 


16,043,646 


30,476,834 


RenxJtcServlcoDeck.com 


7,644,104 


23.775.909 


44,271,716 


78,118,000 


172,216,305 


Professional S«rvifw»n 


*? on7 nnn 




1Z.ZBZ.f4B 


24»M1 .1K 


54,387,575 


Total Revenue All Service 


11*421.104 


38^92^28 


68.313.812 


119.093.282 


257.080.714 


Cost of Sates 








Salaries 


1,002.870 


2,646,360 


5.047,760 


9.773.294 


21,655,443 


Payroll Tax 


80,230 


227,709 


403,821 


781,864 


1 ,732,435 


Beneffla 


50,230 


227.709 


403.821 


781,664 


1 ,732,433 


Travel and Entertainment 


146,176 


480.167 


917,928 


1 .873,652 


4.076,781 


Phone arid Remote 


138,200 


623,896 


1,374,037 


2,909,111 


6,409,309 


Subcontractors 


5S.746.010 


18.335.968 


30.304 704 


49.836.008 


106.516 148 


Total Cost Off Sales 


7J83.717 


22.721 .808 


38462.180 


85,954.792 


142.122.631 


Gross Profit 


4,227,387 


13,670,721 


26,861,662 


63,138,480 


114 868 183 




37.0% 


37.6% 


41.1% 


44.6% 


44.7% 


Selling, General & Administrative 












Salaries - SG&A 


3,068,137 


5,007,231 


6,520,438 


5,321,375 


11,032,969 


Commissions - Sales 


265,528 


909,813 


1,632,549 


2,977,332 


6,427,016 


Bonus Accrual 


75,000 


120,000 


225,482 


383,760 


1,063*665 


Workers Comp and GL 


3.500 


117,504 


1^3,523 


271,420 


490,326 


Payroll Taxes 


268.283 


473.364 


652^83 


903,897 


1 396.799 


Health and Other Emp Ins 


345,451 


400,578 


521,635 


665,710 


882,636 


Recruiting 


145,000 


120,000 


160.000 


240,000 


264,000 


Trove) 


379,133 


746.301 


1,044,063 


1,529,656 


2,586.282 


Meetings/Meqis 


31,584 


62,192 


87.007 


127.458 


215,690 


Relocation 


19 t 000 


36.000 


60,000 


60,000 


BB.OOO 


Mfsc. Benefits 


9.000 


18,000 


32.500 


60,000 


120,000 


Payroll Service 


4,031 


7,703 


10,681 


15,539 


26.123 


Advertisin^Promotbn 


1,825,000 


3,750.000 


4,800,000 


5,100,000 


5.400,000 ' 


Seminars/Special Events 


81,000 


108,000 


108 r 00D 


108,000 


108,000 


Printing/Cteattve 


27.500 


20,000 


20,000 


20,000 


20,000 


Misc. Licenses & Fees 


2,400 


2.400 


2,400 


2,400 


2,400 


Membership & Subscriptions 


2,000 


5,000 


10,000 


10.000 


10,000 


Professional/Legal Fees 


255,000 


360.000 


421.406 


655.01 3 


1.413.944 


Profeeai oral/Accounting 


42.000 


66,000 


64,000 


238,167 


514,161 


Prof Exp - Outside Marketing 


85,500 


144,000 


160,000 


260,844 


514 161 


Outsourced Tech Development 


645,000 


240,000 


360,000 


480,000 


480 000 


Rent and Utfftlee 


407.000 


450,000 


450,000 


1 ?on nnn 




Co-Location and Services 


40,000 


0 


0 


o 


Q 


ISP and Data Network 


74,000 


144,000 


192,000 


240,000 


240,000 


Equipment Rent (PCs) 


30,6 51 


99,507 


139,211 


203.961 


345,104 


Copier and Other Leasee 


9,600 


8 400 


12 oon 
i *,v w v 


« je Ann 


**f\ JIM 

20.400 


N on -Capital Equipment 


14,000 


30,000 


42,000 


At* nnn 


01 ,vJUU 


Telephone 


252,756 


4fl7 *tfd 


O9O,U00 


T ,01 8,604 


1,725,621 


Postage A Freight 


M19 


12,438 


17,401 


25,488 


43 138 


Office Supplies 


12,638 


24,877 


34303 


50,995 


66,276 


Bad Debt 


28,553 


90,981 


163.285 


297,733 


642.702 


New Product Development 


0 


0 


0 


1,760,209 


9,564,228 


Start-Up and Org Co 6te 


100,000 


100,000 


0 


0 


0 


Depreciation ft ArwortfraHon 


502.295 


1/115,399 


1.746.374 






Total SefKna. General A 
Adrninlstratlve 


8.882.778 


15.287.521 


20JM8.391 




61.006.574 


-42% 


-4% 


10% 


20% 


25% 


EBIT 




f1r*1t*)1> 




23.420.088 


83.949.610 


interest expenas 


0 


0 


0 


0 


0 


AJtowanra for Tar 


fi 


C 


449.231 










ae^MMSii 




.14.052.591 






-425fe 




9% 


12% 


15% 
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CASH FLOW STATEMENT 
Cash Flaws from Operating AcftviW 
Income (loss) 

Adjuctroont* to Roconc0» Net Income 

to Net Casn provided (use d! bv operation*; 

Dtipre da U on/Amortization 
j ffcfcasa fDecmase) In: 

Accounts Receivable 

Inventory 

Deposits 

Prepaid Expenses 
Increase (Decrease) in 
Accounts Payable 
Increase (Decrease) In 
Deferred Revenue 
Increase (Decrease) in 
Bonus Payable 
fncresse (D ecrease) in 

Nat Cash Provided by Operating 



Cash Row from Investing Activities 
Purchases ol Computer 
Equip msrrt 

Purchases of FumHure 
end Fixtures 
Purchases of Office 
Equipment 
Purchases of Other 
Assets 

Purchases of Leasehold 
Improvements 
Purchase* of Intangible 



Cash Flow from Financing Activities 
Equipment Financing 
Bank. Loans 
Notes Payable 
Interest Payable 



Net 



to Cash: 



2009 

(4.765,391) 

502,265 

(1,199,846) 
0 

(90,000) 
103,000 
(2,028,398) 

(287,000) 

75.000 

9 

(7,590,542) 

(2,132,742) 
(84,861) 
(120,600) 
0 

(22,500) 
0 

0 
0 
D 
0 

IfrPM.QW 

48,966 

921 -000 



2001 

(1,616.801) 

1,115,399 

(3,427,392) 
0 

15,000 
0 

1.146.303 
0 

45,000 
fi 

(2,722,461) 

(t.654,610) 
(23,073) 
(16,000) 
0 
0 
0 



0 
0 
0 
0 

iqmpoQ 

3,383326 



2002 

5,794.029 

1,745.374 

(5.766^88) 
0 
0 
0 

1,443.335 
0 

105.482 
449,231 
3,789,164 

<1 ,878,813) 
(22,542) 
(30,000) 
0 
0 
0 



0 
0 
0 

0 

fi 

1,837,808 



2003 

14.052.593 

2.424.760 

(10,524.297) 
0 

(125,000) 
0 

2,490.491 
0 

158,278 
3.073.020 
11,549,846 

(1,927,238) 
(234,476) 
(80.000) 
0 

(50.000) 
0 

0 
0 
0 
0 

Q 

9,256,132 

8T91.S9Q 



2004 

38,369.766 

3.254,029 

(27,738,833) 
0 

(125,000) 
0 

6.999.864 
0 

679.905 

1426221 
26,856,452 

(2,263,331) 
(469.162) 
0 
0 

(61.250) 
0 

0 
Q 
0 
0 

24,052,708 

17,449,722 
4UQ2.43D 
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Appendix Q ManEfflsntftirt Prftfjtea 

Jonathan Edwards - CEO. The vision and drive behind QobatServe comes from the hard-earned 
experience of serving the IT needs of the corporate world over the past two decades. He comes to Global 
Serve from CompuCom where he has served as VP of International. Jonathan Edwards Is Ideally 
positioned to serve as the CEO of GlobalServe, as he pioneered some of the Industry's most Innovative 
sales and service development campaigns thereby successfully retaining and winning contracts with some 
of the worlds largest corporations. 

Grant Price - Director, Network Development. Grant Price has over 17 years of practical 
experience in the international resetter and computer services market place. This affirms that 
Global Serve is founded on the best operational processes In the Industry. His experience gained from 
working for some of the largest IT services companies, Including most recently MCI Systemhouse, will 
ensure that GtobaBerve Is guided successfully through the challenge of International business 
transactions. 

Jonas Hjerpe - Director, Marketing. Jonas HJerpe comes to GtobafServe from MCI Systemhouse. 
His unique combination of marketing/ product development and technical skills, GlobalServe will leverage 
over 10 years of experience to ensure that it has to right offerings and marketing messages to achieve 
It's goals. With his practical experience in the field of web based solutions combined with leading edge 
marketing communications skins, GlobalServe will achieve Its desired position In the market place at an 
unprecedented rate. 

Steve Low - Director, Sales Americas. Steve Low Joined GlobalServe from CompuCom systems 
where he was one of the most successful sales representatives in the company's history. With extensive 
knowledge of the US market, combined with experience of serving large International customers, Steve 
Low wlN provide the foundation for a successful sales development program and guide the GlobalServe 
sales teams to meeting and exceeding their targets. 

Stephen Todd - Director, Sales EMEA. Stephen has over 14 years experience In the desktop services 
industry, most recently wflh EDS and prtor to that with a major European Reseller. In that time he has 
successfully built and managed a business portfolio, spanning various aspects of the industry. Ranging from PC 
supply agreements, full Outsourced Managed Services and more recently Business solutions encompassing the 
Internet and Customer relationship Management 

Josh Gervey - Director, Technology. Josh is an experienced technical manager and comes to 
Global Serve with thirteen years of technical experience, most recently within CompuCom where he 
had been one of the principals In the Enterprise Systems Management effort since Joining that 
company from the Alterion acquisition In 1995. His experience has been In designing and building 
Network Control Centers for companies such as Olivetti, Memorex-Telex, Bell Atlantic, NYNEX, and 
U.S. West and Novell Inc. Also while at CompuCom, he was responsible for designing and building 
a Remote Network Management Center for CompuCbm's customers as well as for CompuCom's 
internal network. Josh has a comprehensive working knowledge of current technology platforms at 
a level transcending technical differences- This has allowed him the perspective to create technically 
Innovative service offerings that repeatedly win customer business. In addition to his technical 
contribution, josh was responsible for the creation of all Technical Marketing collateral for the 
Enterprise Systems Management Practice, and frequently represented CompuCom at Industry Trade 
Shows and Vendor-sponsored panet discussions. 
Appendix Pi Organisation Chart 

Global Serve Organization Chart 

Board Qf Direc tor? 
Thomas Lynch, Compucom; Harry Zarek, Gompugen; 
Philflpe Du Jardm, Infbpolnt; Vincent Wajs, Infopolnt; 
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Appendix E: Competitive Analysis 



I 
J 


li 


1 


1* 
11 




Weakness 


1 

a 
*D 
a 

a 
















ICG 


Y 


N 


Alliance or 
Partners with 
Holding 
Company 


ICG was the first 
International re-seller 
model to be launched and 
have developed a strong 
customer base. Its 
TOunamy partner 
ComputaCerrte? Is a very 
successful business who 
are currently acquiring 
other re-seler iit the 
European region. 


Since CornputaCenteris 
notation they have lost 
some momentum and key 
members of staff. Their US 
partner has also been 
purchased by Compaq 
which leaves unanswered 
questions. There are 
strong rumours that they 
may buy GE Capital's re- 
setters fn En root, which 
would de-stabttze a 
successful business during 
Integration. 

The US partner (and 
rounder) has oeen 
purchased by Compaq, the 
has left many open easues. 


ICG/ComputeCenter has 
always been a strong 
threat In the international 
arenas and they will 
remain so. Their strategy 
or oiiymg re-sej«r across 
Europe could In the long 
run strengthen their 
position but It will make 
them vulnerable over the 
next 12- 15 months. 


TGA 
(Info 
Produc 
*) 


N 


N 


Owned in- 
country 
subsidiaries 
+ AIRances 


rOteniB! Tor piOOr Of 
concept web tools to be 
turned Into lull 
applications. 


The Global Alliance (TGA) 
formed by Into Products 
has over the past 12 lost 
two of ftts most Important 
partner^ the UK and the 
USA. This teft it very weak- 
info Products in Europe Is 
also up for sale. This 
means ft has lost res 
current momentum. 


The TGA Is currently not a 
threat; however depending 
on who purchases Info 
Products It may become a 
viable solution again after 
considerable Investment In 
time, resources and 
capital. 


ACSL 


N 


N 


Alliance 


ACSL has a very extensive 
Network covering over 120 
countries. 


The alliances model has 
been oroved to be si- 
effective as a delivery 
method. This leaves ACSL 
with the same dilemma 
that GfobarServe feced 
when it moved from an 
alliance to the model we 
have today. 

Weak presence In the USA. 


ACSL has extensive 
country coverage and 
carries the main 
manufacturer 
accreditation's, vigilance is. 
required as they could 
become strong under the 

npiK tetxJentfitp nitvJ 

Investment. 


EDS 


N 


N 


Global 

COrOdrafort 


One of the worlds largest 
IT companies with a strong 
presence in all core 
markets. 


EDS is suffering from sever 
flnandaJ problems at the 
moment. Customers are 
a bo disillusioned with the 

dervicBB offered. 


EDS Is not a primary 
competitor but could 
become If they re-focus 
their strategy. They are a 
potential partner to 
GtobalServe like all the 
major Outsourcers and SI 
but need to be treated with 
care. 




Y 


N 


Global 
Corporation 


Direct suppJy model 
coupled with a proven e- 
comrrtefce capability. 


Poor services strategy, 
never proven. Reaching 
the size when It becomes 
more difficult for them to 


Detl and other direct PC 
suppliers is the biggest 
competitive threat to 
NetProvfetontna. 
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i 

5 






Business 
Nodel 


i 




1 
1 












retain tfteir dynamic 
approach to the market. 
No proven Global mufti 
vendor strategy. 


GlobalServe has many 
unique offerings to combat 
this direct threat especially 
our fuH range of eServfces. 
It should also be noted 
flirt potential partnerships 
can be formed wtth tftese 
vendors if customer 
demand Is sufficient 


Cam pa 
a 


Y 


N 


Global 
Corporation 
+■ Channel 
Partners and 
Services 
OrganisalsQfl 


Market loader In PC and 
Servers, Internatfcrwt 
presence. Investment 
dollars. 


Compaq has launched 
several direct business 
models, they stll confuse 
the customer and have a 
string of billed eGorrrmerce 
hiUatrves to their credit. 
I he Digital acquisition has 
still not given them the 
services capability that 
they have been Ibgfcjng for. 

Sales Bandwidth, 

The Wacom acquisition to 

aflgrw a direct model in the 
USA may work In the long 
term but for the next 12 
months wil be difficult to 
Integrate 


Although Compaq are a 
direct threat the partnering 
opportunities are far 
greater. Compaq are 
beginning to see the need 
for a new generation of 
partners outside of the 
channel and GlobalServe 
represents that type of 
partnership. It to Inevitable 
that we win compete 
however. 


IBM 


Y 


Y 


Global 

Corporation 

■+- Channel 

Partners and 

Services 

OrganJ- 

zation 


Global IT powerhouse, 
strong global presence and 
history, EBM Gtohaf 
Services, 


Confused direct modete 
and eCommetce strategies. 

Sales Bandwidth. 

Traditional services model 
that customer are 
begtaning to grow tired of. 


Like Compaq, IBM will go 
direct AJtnough on the 
surface a direct competitor, 
they wil need partners to 
make this model worK 
again Gioba Serve is 
strongly position for this. 
Uke Compaq we will 
compete, especially In the 
services space. 
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